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1.0 Introduction

Recognizing the emerging opportunity of an up-and-coming hemp sector, the communities of Smoky River, led by the Village of Donnelly,
have united to promote their region. The region offers rural living at its best with affordable housing, a safe environment for the family,
opportunities for entrepreneurship, and a deep-rooted sense of local pride. This combination makes the Smoky River an ideal destination
for unique tourist activities, settling into a new home, or seizing exciting investment opportunities.

The Village of Donnelly took a leadership role in finding the resources needed for the region to conduct careful planning and strategizing
to build off the momentum created by the hemp sector. This effort resulted in the creation of a marketing and promotions strategy, “Sow,
Grow, Thrive: Tourism, Citizen Attraction, and Inbound Investment Marketing and Promotional Plan”. Through this strategy, the region
seeks to generate sustainable growth and prosperity for the region to ensure a vibrant future for current and future residents of the Smoky
River region.

In order to provide the best chance for success and implementation of this plan, this operational plan was created and contains a
workplan for each of the tactics proposed in the Marketing and Promotions Plan, including a critical path. It should be noted that this
plan should be fluid and adaptable depending on the region’s most current context and capacities. Should opportunities arise, Smoky
River Region, the Village of Donnelly, and its regional partners should be opportunistic in their action.

1.1 Purpose of the Operational Plan

The purpose of this document is to outline the actions necessary to implement the Marketing and Promotions Plan prepared for the
Smoky River Region. This document serves as a dynamic blueprint for achieving long-term prosperity and resilience in the Smoky River
Region, by increasing the region’s ability to implement the tactics presented.

1 Sow-Grow-Thrive
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2.0 Tactical Critical Path

Before the workplans are presented, a priority list is provided outlining a suggested critical path for the order in which these tactics are
performed. Again, this should be adapted taking into consideration fluid contextual elements and continually shifting factors.

Short Term Actions
12-18 m 18-24 m

Immediate Actions
0-6 m 6-12 m

Strategic
Priorities

Long Term Actions

Tactic 24-30 m 30-36 m

Conduct an assessment of all tourism assets in the
region including access, activities, accommodations,
attractions, and amenities.

Foster and utilize strategic partnerships in the region.

Conduct a needs determination for local tourism
businesses
. Create promotional campaigns for tourism in the
Promotion region utilizing paid social media ads, organic social
media posts, and website blog posts and updates.
Secondary
Create tourism experience packages with local
e | [ —— 1 ——— [ ——1—
Tertiary
Ident|fy opportunltles to update recreational tourism
___—__
Core
Keep all regional and municipal online presences up to
date — Websites/Social Media
Create Photo/Video Content o—
Create and Adopt Regional Promotional Tools o—
Citizen Create a concierge program for relocating citizens [o)
. Focus on immigration — Continue RNIP program and it (]
Attraciton future variations

Secondary

Create tourism experience packages with local

e | [ | *—F——— [ ——1—
Tertiary

| CreateaRegionalJobBoard [ [ |

Core
Create Regional Inbound Promotional Office (IPO)

Tourism

e
o—

Create a suite of Inbound Investment promotional tools

Identify Employment Ready Lands @
Create promotional campaigns to target potential o—
businesses

Conduct investment readiness study on the Smoky [e]
River Region
Create an Inventory of Investment Opportunities

Inbound
Investment

2 Sow-Grow-Thrive
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3.0 Tactical Workplans

The workplans below have been fully equipped with a suggested timeframe, level of risk, key considerations and risks, expected results,
actions required, the champion of the tactic, suggested partners in implementation, and estimated budget. These workplans are by no
means set in stone. They are but a tool in providing Smoky River Region Economic Development, the Village of Donnelly, and its
implementation partners with a guideline on how these tactics can be implemented.

Understanding that access to capacities and resources can be a challenge in the region, the tactics have been broken down in to three
main categories in order to give Smoky River Region Economic Development, the Village of Donnelly, and its implementation partners
an understanding of which tactics are most important to conduct. The tactics are segmented as per the categories below.

Core Tactics

Core tactics are the primary actions or strategies that should be focused on by Smoky River Region Economic Development, the
Village of Donnelly, and its implementation partners. Resources and capacities should be focused on these tactics before
engaging in other tactics. These tactics have been suggested to build capacity in the region, build momentum in small wins, and
create a strong base for further implementing the plan.

Secondary Tactics

Secondary tactics are tactics that should be focused on after the core tactics. Having completed the core tactics, there will be
momentum, capacity, and the potential resources to complete the secondary tactics. While they are essential to achieving the
desired future of the region, they are less critical in the present moment than core tactics.

Tertiary Tactics

Tertiary tactics are supplementary actions that should be considered if resources are available.

3 Sow- -Thrive
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3.2 Strategic Priorities, Tactics, and Workplans

Strategic Priority #1 — Tourism Promotion

Description:

Tourism promotion involves planning, building, and managing tourism-related infrastructure and services to attract visitors to a
particular area. It includes creating and enhancing facilities such as hotels, restaurants, transportation, entertainment, and recreational
activities to meet tourists’ needs and preferences. Tourism is crucial for boosting local economies, creating jobs, and enhancing regional
visibility. Effective tourism promotion leads to increased visitor spending, job creation, and long-term economic benefits, fostering
community pride and sustainability.

Core Tactics:

1. Conduct an assessment of all tourism assets in the region including access, activities, accommodations, attractions, and
amenities.

2. Foster and utilize strategic partnerships in the region.

3. Conduct a needs determination for local tourism businesses

4. Create promotional campaigns for tourism in the region utilizing paid social media ads, organic social media posts, and website
blog posts and updates.

Secondary Tactics:
1. Create tourism experience packages with local businesses and organizations.
Tertiary

1. ldentify opportunities to update recreational tourism amenities and activities.

4 Sow-Grow-Thrive
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6-12 months

Conduct an assessment of all tourism assets in the region including access, activities, LEVEL OF RISK

1.

2.

3.

4,

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
Resource Allocation: Limited capacity necessitates efficient use of resources. Prioritize essential areas and consider potential

for external funding or support.

Data Accuracy: Ensuring accurate and up-to-date information is crucial for a comprehensive assessment.

be required.

Strategic Partnerships: Collaborations with local businesses, tourism boards, and neighboring regions can enhance resource

availability and reach.

Accessibility: Evaluate and improve access to tourism assets, including transportation infrastructure and digital information.

Regular updates may

Expected Results (Why we are doing it?)
1.
2. Strategic Roadmap: A clear roadmap for tourism development, identifying priority areas and actionable steps.
3. Enhanced Tourism Experience: Improved infrastructure and services, leading to a better experience for visitors.

Comprehensive Asset Inventory: A detailed inventory of all tourism assets, including strengths and gaps.

4. Increased Collaboration: Stronger partnerships and collaborations within the region and beyond.

Actions Required Champion Partners
1. Assemble ateam including local experts, volunteers, and potential partners. Smoky River Mighty Peace
2. Conduct meetings, surveys, and workshops to gather input from local businesses, Economic Tourism

residents, and visitors on the inventory and current state of tourism assets. Development
3. Gather comprehensive data on current tourism assets, accessibility, accommodations,
attractions, and amenities. Travel Alberta
4. Identify gaps and opportunities for improvement in the tourism infrastructure and
services.
5. Decide how to proceed in addressing the gaps and opportunities Regional
Municipalities

Sow-Grow-Thrive
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Tourism Promotion 0-6 months

Tactic: Foster and utilize strategic partnerships in the region. HAES @Akt

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)

1. ldentifying Potential Partners: Focus on organizations with complementary goals and resources, including local businesses,
government agencies, and tourism boards.

2. Mutual Benefits: Ensure partnerships provide clear benefits to all parties involved, fostering long-term collaboration.
3. Shared Goals and Vision: Develop shared goals and a common vision to guide the partnership and ensure cohesive efforts.
4. Resource Sharing: Efficiently share resources such as funding, expertise, and marketing channels to maximize impact

Expected Results (Why we are doing it?)
1. Enhanced Resource Pool: Increased resources and expertise available through strategic partnerships.
2. Broader Reach: Expanded reach and impact of tourism initiatives through collaborative marketing and promotion.
3. Innovation and Best Practices: Access to innovative ideas and best practices from partners.
4. Increased Tourism: Higher tourism numbers resulting from coordinated efforts and improved offerings.

Actions Required Champion Partners
1. Identify and map potential tourism partners in the region, including businesses, NGOs, Smoky River Mighty Peace
and government entities. Economic Tourism
2. Reach out to potential partners using this plan as a catalyst to build relationships, Development and
discuss opportunities, and mutual benefits. Village of
3. Schedule regular meetings and updates to build relationships and potentially align Donnelly Travel Alberta
efforts.
Other Tourism
Organizations
Community
Futures
6 Sow-Grow-Thrive
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Tourism Promotion

0-6 months

Tactic: Conduct a needs determination for local tourism/hospitality businesses N

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
1. Business Engagement: Ensure active participation from local tourism and hospitality businesses to gain a comprehensive
understanding of their needs.
2. Anonymity and Confidentiality: Maintain confidentiality of responses to encourage honest and open feedback from businesses.
3. Resource Allocation: Allocate necessary resources, including personnel and time, to conduct a thorough needs assessment.

Expected Results (Why we are doing it?)
1. Detailed Needs Analysis: Comprehensive analysis of the specific needs and challenges faced by local tourism and hospitality
businesses.
2. Targeted Support Programs: Development of relevant support programs and initiatives to address the identified needs.
3. Data-Driven Decision-Making: Informed decision-making for future tourism and hospitality development strategies.

Actions Required Champion Partners

1. Engage relevant partners who may have an interest in a needs determination (business Smoky River Mighty Peace
support organizations, municipalities etc.) Economic Tourism

2. Work with team to create assessment plan — desired outcomes/purpose, dates, tools etc. Development and
3. Map relevant and key businesses to assess Village of
4. Carry out plan and its activities Donnelly Travel Alberta
5. Collate data.
6. Form action plan with this team to address these needs.

Other Tourism
Organizations

7 Sow-Grow-Thrive
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Tourism Promotion

6-12 months

Tactic: Create promotional campaigns for tourism in the region utilizing paid social media ads, LEVEL OF RISK
organic social media posts, and website blog posts and updates.

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
1. Target Audience ldentification: Identify and understand the target audience to tailor promotional campaigns effectively.
2. Content Strategy: Develop a content strategy that includes engaging and relevant content for paid ads, organic posts, and blog
updates.
3. Platform Selection: Choose the most effective social media platforms and websites for the region's tourism promotion.
4. Resource Allocation: Allocate budget and resources efficiently for paid ads, content creation, and campaign management.

Expected Results (Why we are doing it?)
1. Increased Awareness: Greater awareness of the region as a tourist destination through widespread online visibility.
2. Higher Engagement: Increased engagement with social media posts and blog content, leading to more interactions and shares.
3. Boostin Tourist Visits: Higher number of tourist visits resulting from effective promotional campaigns.
4. Improved Online Presence: Stronger online presence for the region’s tourism industry, enhancing its reputation and appeal.

Actions Required Champion Partners
1. ldentify and recruit strategic partners in creating a campaign(i.e. municipalities, media

o . . Smoky River Regional
organizations, tourism organizations) Economic Municipalities
2. Decide on purpose, objectives, and outcomes of campaign. Development _
3. Usethis plan to identify target markets, region of origin, behaviours and tendencies, and Mighty Peace
key messaging. Tourism
4. Decide on platforms that will be utilized. Travel Alberta
5. Create content including paid/organic social media posts, blog posts, and updates. )
6. Launch campaigns. Other '_I'ou_rlsm
7. Monitor, evaluate and adjust. Organizations
Local Media
Outlet

8 Sow-Grow-Thrive
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6-12 months

LEVEL OF RISK

tourism experience packages.

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
1. Collaboration with Local Businesses: Engage local businesses and organizations to create comprehensive and attractive

2. Market Research: Conduct market research to understand the preferences and expectations of potential tourists.
3. Package Design: Design experience packages that offer unique, appealing, and value-for-money experiences.
4. Quality Control: Ensure consistent quality and standards across all elements of the experience packages.

Expected Results (Why we are doing it?)

word-of-mouth.
4. Market Differentiation: Differentiate the region as a unique and attractive tourism destination.

1. Increased Tourism: Attract more tourists to the region through appealing and well-marketed experience packages.
2. Economic Benefits: Boost local economy by driving more business to local businesses and organizations.
3. Enhanced Visitor Experience: Provide visitors with memorable and unique experiences, encouraging repeat visits and positive

2. Reach outto local businesses and organizations to gauge interest and gather ideas for
potential packages.

Gather data on tourist preferences, trends, and expectations to inform package design.
Develop a variety of experience packages that cater to different interests and budgets.
Roll out the experience packages and monitor their performance closely.

Gather feedback from tourists and businesses to continually refine and improve the
packages.

o o~ w

Actions Required Champion Partners
1. Create partnerships with local organizations who are doing similar work or may be Smoky River Regional
interested in the outcomes created by this work. Economic Municipalities

Development

Mighty Peace
Tourism

Travel Alberta

Other Tourism
Organizations

Sow-Grow-Thrive
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Tertiary Tactics

Tourism Promotion

18-24 months

Tactic: Identify opportunities to update recreational tourism amenities and activities. LEVEL OF RISK

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
1. Budget Constraints: Limited budget may restrict the scope of updates and improvements that can be made.

2. Market Mismatch: Updates may not meet the expectations of tourists if market trends and preferences are not accurately
understood.

3. Community Resistance: Potential resistance from the local community to changes or new developments.

Expected Results (Why we are doing it?)
1. Enhanced Tourist Experience: Improved recreational amenities and activities will enhance the overall tourist experience.
2. Increased Visitor Numbers: More attractive amenities and activities will likely result in increased visitor numbers.
3. Community Benefits: Local community will benefit from improved amenities and increased tourism-related revenue.
4. Sustainable Development: Adoption of sustainable practices in tourism development.

Actions Required Champion Partners
1. Use assessment conducted previously (Tactic 1 of Tourism Promotion) Smoky River Mighty Peace
Engage with local businesses, residents, and tourists to gather input and suggestions. Economic Tourism

2

3. Research current trends in recreational tourism to inform the updates and new activities.

4. Develop a comprehensive plan for updating recreational amenities and introducing new
activities, prioritizing those with the highest potential impact.

5. Identify and secure funding sources to support the updates and new developments.

Development Travel Alberta

Other Tourism
Organizations

10 Sow-Grow-Thrive
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Strategic Priority #2 — Citizen Attraction

Description:

Citizen attraction refers to the deliberate efforts undertaken by a community, region, or municipality to entice individuals and families to
relocate and become permanent residents. These efforts typically involve promoting the area's amenities, economic opportunities,
quality of life factors, and community engagement initiatives to appeal to potential newcomers. Citizen attraction is crucial for fostering
sustainable economic growth and community development. By attracting new residents, communities can expand their tax base,
support local businesses, and stimulate job creation. Additionally, a diverse and growing population can contribute to cultural
richness, social vitality, and a sense of community pride. Strategic citizen attraction efforts not only enhance the overall livability of an
area but also position it competitively within the broader regional and national contexts, attracting investments and fostering long-term
prosperity.

Core Tactics

1. Keep all regional and municipal online presences up to date — Websites/Social Media
2. Create Photo/Video Content
3. Create and Adopt Regional Promotional Tools
a. Community Profile
b. Relocation Guide
c. Relocation Videos
d. QR Code
e. Social Media Ads
4. Create a concierge program for relocating citizens
5. Focus on immigration — Continue RNP program and it future variations

Secondary Tactics
1. Create tourism experience packages with local businesses and organizations
Tertiary

1. Create a Regional Job Board

1 Sow- -Thrive
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Citizen Attraction

Immediate (0-6 months)
LEVEL OF RISK

Tactic: Keep all regional and municipal online presences up to date — Websites/Social Media

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)

1. Consistency: Ensure consistent updates across all online platforms, including websites and social media, to provide accurate
and current information.

2. Content Relevance: Regularly update content to ensure it is relevant and engaging for the target audience, including residents,
tourists, and potential investors.

3. User Experience: Maintain a user-friendly interface on websites and social media to facilitate easy navigation and information
access.

4. Resource Allocation: Allocate sufficient resources, including personnel and technology, to manage and update online
presences effectively.

Expected Results (Why we are doing it?)
1. Enhanced Information Access: Improved access to up-to-date information for residents, tourists, and potential investors.
2. Increased Engagement: Higher engagement levels on social media and websites due to relevant and timely content.
3. Positive Perception: Enhanced perception of the region as dynamic and responsive, attracting more visitors and investors.
4. Stronger Online Presence: A strong and consistent online presence that supports overall regional and municipal goals.

Actions Required Champion Partners

1. ldentify websites in the region that require updates (i.e. municipalities, Smoky River Smoky River Local Web
Economic Development). Economic Designers

2. ldentify experts who can deliver on website updates. Development _

3. Using this marketing plan and the selected experts, create content that fits the target Regional
market, tendencies and key messaging. Municipalities

4. Launch updated websites and social media pages (i.e. Facebook, Instagram). Mighty Peace

5. Review and update consistently. Tourism

12 Sow-Grow-Thrive
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Citizen Attraction 6-12 months

Tactic: Create Photo/Video Content LEVEL OF RISK

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
1. Target Audience: Identify the target audience for the content to ensure it appeals to potential new residents.

2. Content Quality: Ensure high-quality photo and video production to effectively showcase the region’s attractions, amenities, and
lifestyle.

3. Authenticity: Create authentic and relatable content that accurately represents the community and lifestyle in the region.

Expected Results (Why we are doing it?)

1. Increased Interest: Greater interest in relocating to the region due to appealing visual content showcasing its attractions and
lifestyle.

2. Higher Engagement: Increased engagement on social media and other platforms where the content is shared.

3. Enhanced Reputation: Improved perception of the region as an attractive place to live, work, and play.

4. Community Involvement: Higher levels of community involvement and pride through positive representation in media.

5. Effective Outreach: Successful outreach to potential new residents, leading to population growth and economic benefits.
Actions Required Champion Partners

1. Create and maintain a membership with Mighty Peace Tourism allowing the utilization
existing photo and video content

2. Work with Mighty Peace Tourism to conduct photo and video shoots for important
events, landmarks, and more.

3. Conduct photo and video contests with citizen submissions on the best parts of their
region.

Smoky River Mighty Peace
Economic Tourism
Development Travel Alberta
Other Tourism
Organizations

Local
Photographers

13 Sow-Grow-Thrive
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Citizen Attraction 12-18 months

Tactic: Create and Adopt Regional Promotional Tools such as: LEVEL OF RISK

- Community Profile, Relocation Guide, Relocation Videos, QR Codes, Social Media Ads

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)

1. Brand Consistency: Ensure all promotional tools are consistent with the regional brand and messaging.
Target Audience: Identify the target audience for the promotional tools to tailor the content effectively.
Content Quality: Develop high-quality content that is engaging, informative, and visually appealing.
Distribution Channels: Plan for the distribution of promotional tools through various channels, including digital and print media.
Collaborative Effort: Engage local businesses, organizations, and stakeholders in the creation and adoption of promotional
tools.

ok~ wd

Expected Results (Why we are doing it?)
1. Increased Awareness: Greater awareness of the region and its offerings through widespread use of promotional tools.
2. Enhanced Reputation: Improved perception of the region as an attractive destination for tourists, residents, and investors.
3. Higher Engagement: Increased engagement from target audiences through effective promotional materials.
4. Collaborative Growth: Stronger collaboration and unified efforts among local businesses and organizations.

Actions Required Champion Partners
1. ldentify suite of tools to create for citizen attraction. . .
. . . ky R R I
2. Identify expertise to complete/assist with the creation of the tools. SI?C%nyomlzlfr Mune}gilsgl?ties
3. Clearly define the objectives and key messages for the promotional tools. Development _
4. Use photos and videos created in last tactic to create high-quality content. Mighty Peace
5. Collaborate with local businesses, organizations, and stakeholders to gather input and Tourism
support. Travel Alberta
6. Finalize, utilize, and distribute the tools )
Community
Futures
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Citizen Attraction 6-12 months

Tactic: Create a concierge program for relocating citizens. SR A S

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)

1. Comprehensive Support: Ensure the program offers comprehensive support covering all aspects of relocation, including
housing, employment, education, and community integration.

2. Personalized Assistance: Provide personalized assistance to meet the specific needs and preferences of relocating individuals
and families.

3. Collaboration with Stakeholders: Collaborate with local businesses, real estate agents, schools, and community organizations
to provide a wide range of services.

4. Resource Allocation: Allocate sufficient resources, including personnel and technology, to manage the concierge program
effectively.

Expected Results (Why we are doing it?)
1. Smooth Relocation Process: Facilitated and smoother relocation process for new residents, enhancing their experience.
2. Increased Aftraction: Greater attractiveness of the region for potential new residents due to comprehensive support.
3. Community Integration: Enhanced integration of new residents into the community, fostering a sense of belonging.
4. Positive Word-of-Mouth: Positive feedback and word-of-mouth from participants, attracting more new residents.

Actions Required Champion Partners
1. Create partnerships to conduct/implement program Smoky River Regional
2. Inventory all programs, services and organizations relating to citizen relocation/ Economic Provincial, e’md
attraction ) ) o . . Development National Service
3. Create a singular contact point for potential incoming citizens. _ Organizations
4, Field calls and refer potential citizens to proper support. Regional

Municipalities

15 Sow-Grow-Thrive
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tizen A )
Citizen Attraction Immediate (0-6 months)

LEVEL OF RISK

Tactic: Focus on immigration — Continue RNIP program and it future variations

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)

1. Program Continuity: Continue the momentum created by the RNIP program.

2. Stakeholder Collaboration: Collaborate with local businesses, government agencies, and community organizations to support
and enhance the program through job creation, citizen attraction etc.

3. Community Integration: Develop strategies to help new immigrants integrate smoothly into the community, including language
support, cultural orientation, and community activities.

4. Resource Allocation: Allocate sufficient resources to manage the program effectively and provide necessary support to
immigrants.

Expected Results (Why we are doing it?)
1. Population Growth: Increase in the region’s population through the successful attraction and retention of immigrants.
2. Diverse Community: Development of a more diverse and culturally rich community.
3. Skilled Workforce: Enhancement of the local workforce with skilled and motivated individuals.
4, Community Vibrancy: Increased vibrancy and dynamism in the community through new cultural influences and activities.

Actions Required Champion Partners
1. Funding Challenges: Securing consistent funding to support the program and its future Smoky River Regional
varlatlong. . . . . . Economic Municipalities
2. Community Resistance: Potential resistance from the local community to an influx of new Development

immigrants. Local Businesses

3. Integration Barriers: Challenges in helping new immigrants integrate into the community,
including language barriers and cultural differences.

4. Economic Fluctuations: Economic downturns could impact the availability of jobs and
other opportunities for immigrants.

5. Policy Changes: Changes in immigration policies at the national or regional level that
could affect the program.

16 Sow-Grow-Thrive
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Secondary Tactics

Citizen Attraction

12-18 months
LEVEL OF RISK

Tactic: Create tourism experience packages with local businesses and organizations

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)

1. Local Business Engagement: Ensure active participation from local businesses and organizations to create comprehensive and
appealing tourism packages.

Market Research: Conduct thorough market research to understand the preferences and expectations of potential tourists.
Unique Offerings: Design unique and attractive packages that highlight the region's strengths and special attractions.

Pricing Strategy: Develop a pricing strategy that offers value for money while ensuring profitability for participating businesses.
Marketing and Promotion: Create a robust marketing plan to promote the tourism packages effectively.

o wDd

Expected Results (Why we are doing it?)
1. Increased Tourism: Attract more tourists to the region through appealing and well-marketed experience packages.
2. Economic Benefits: Boost local economy by driving more business to local businesses and organizations.

3. Enhanced Visitor Experience: Provide visitors with memorable and unique experiences, encouraging repeat visits and positive
word-of-mouth.

4. Stronger Partnerships: Foster stronger relationships and collaborations between local businesses and organizations.

Actions Required Champion Partners

1. Reach _out to local businesses and organizations to gauge interest and gather ideas for Smoky River Mighty Peace
potential packages. Economic Tourism

2. Gather data on tourist preferences, trends, and expectations to inform package design. Development and

3. Develop a variety of experience packages that cater to different interests and budgets. Village of

4. Plan and execute a promotion for the packages through social media, websites, travel Donnelly Travel Alberta
agencies, and other channels.

5. Set and maintain quality standards for all components of the packages to ensure a high
level of customer satisfaction. Other Tourism

6. Roll out the experience packages and monitor their performance closely. Organizations

17 Sow-Grow-Thrive
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Tertiary Tactics

Citizen Attraction 12-18 months

Tactic: Create a Regional Job Board LEVEL OF RISK

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
1. Employer Engagement: Actively engage local businesses and employers to post job openings and participate in the job board.
2. Regular Updates: Keep the job board regularly updated with new job postings and remove expired listings to maintain relevance.
3. Promotion: Promote the job board through various channels to attract job seekers and employers.

Expected Results (Why we are doing it?)
1. Increased Employment: Higher employment rates as job seekers find local job opportunities more easily.
2. Support for Local Businesses: Local businesses benefit from a centralized platform to find and recruit talent.
3. Enhanced Economic Growth: Economic growth through improved employment rates and business development.
4. Community Engagement: Stronger community engagement as residents find local employment and contribute to the local

economy.
Actions Required Champion Partners

1. Forn_w partnership with organization ’Fhat can ma!ntain a current job board. Smoky River Community

2, Des_lgn a_nd develop the job board with a user-friendly interface, regular updates, and Economic Futures
regional jobs. . L . . Development and

3. Reach outto local businesses and organizations to encourage them to post job openings Village of Employment
on the job board. Donnelly Service

4. Promote the job board through social media, local media, community events, and Organizations
partnerships with local organizations. Local Businesses

5. Regularly update the job board with new job postings and remove outdated listings to o
keep the platform relevant. Provincial

6. Continuously monitor the performance of the job board and gather feedback from users Government
to make improvements.
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Strategic Priority #3 — Inbound Investment

Description:

Citizen attraction refers to the deliberate efforts undertaken by a community, region, or municipality to entice individuals and families to
relocate and become permanent residents. These efforts typically involve promoting the area's amenities, economic opportunities,
quality of life factors, and community engagement initiatives to appeal to potential newcomers. Citizen attraction is crucial for fostering
sustainable economic growth and community development. By attracting new residents, communities can expand their tax base,
support local businesses, and stimulate job creation. Additionally, a diverse and growing population can contribute to cultural
richness, social vitality, and a sense of community pride. Strategic citizen attraction efforts not only enhance the overall livability of an
area but also position it competitively within the broader regional and national contexts, attracting investments and fostering long-term
prosperity.
Core Tactics
1. Create Regional Inbound Promotional Office (IPO)
a. Createregional brand
b. Create regional website
c. Have asingular contact point for regional businesses
d. Create process for assisting inquiring businesses
2. Create a suite of promotional tools
a. Sector Profiles (Three key sectors)
b. Investment Prospectuses
3. Identify Employment Ready Lands
4. Create promotional campaigns to target potential businesses:
a. Paid social media campaigns
b. Website blogs and updates
c. Organic social media posts

Secondary Tactics

1. Conduct investment readiness study on the Smoky River Region
2. Create an Inventory of Investment Opportunities
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CONSULTING

Inbound Investment

12-18 months
LEVEL OF RISK

Tactic: Create Regional Inbound Promotional Office (IPO)

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
1. Purpose and Goals: Clearly define the purpose and goals of the Regional Inbound Promotional Office (IPO) to align with
regional development objectives.
2. Strategic Partnerships: Relevant partnerships will be key in implementing this IPO regionally.
3. Capacities: Find the right individuals to manage the IPO, focusing on skills in marketing, public relations, and community
engagement.
4. Collaborative Approach: Foster collaboration with local businesses, government agencies, and community organizations to
maximize the impact of promotional activities.
Expected Results (Why we are doing it?)
1. Enhanced Reputation: Improve the region's reputation as an attractive destination for tourism, business, and living.
2. Stronger Community Ties: Strengthen ties between local businesses, government, and community organizations through
collaborative promotional efforts.
3. Increased Laddering Efforts: Strengthen the region’s ability to move tourists to citizens to investors.
4. One Contact Point: Provide a single point of contact for businesses that is well prepared to respond to investment inquiries.

Actions Required Champion Partners
1. Find appropriate strategic partners. Smoky River All Regional
2. Clearly define the objectives and goals of the IPO, aligning with regional development Economic Municipalities
lans. Development ;
p Mighty Peace

3. Identify and secure funding sources to establish and maintain the IPO, including Tourism
government grants, private sector partnerships, and community support.

4. Find individuals with expertise in marketing, public relations, and community
engagement to manage the IPO. Other Tourism

5. Create IPO brand and implement various activities such as a website, digital marketing, Organizations
social media campaigns, print media, and event participation.

6. Foster collaboration with local businesses, government agencies, and community
organizations to support promotional activities.
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Inbound Investment

Tactic: Create a suite of Inbound Investment promotional tools
1) Sector Profiles, 2) Investment Prospectuses

Q

Lochaven

CONSULTING

12-18 months

LEVEL OF RISK

stakeholders.

strengths.

events.

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
1. Audience Targeting: Identify and understand the target audience for the promotional tools, including potential investors, businesses, and

2. Content Quality: Ensure high-quality, informative, and engaging content that accurately represents the region's investment opportunities and

3. Brand Consistency: Maintain consistent branding and messaging across all promotional tools to reinforce the region’s identity and appeal.
4. Multi-Channel Distribution: Plan for the distribution of promotional tools across multiple channels, including digital, print, and in-person

Expected Results (Why we are doing it?)

1. Increased Investor Interest: Attract more interest from potential investors through compelling and informative promotional tools.
2. Enhanced Regional Visibility: Improve the region’s visibility and reputation as a prime location for investment.
3. Stronger Partnerships: Foster stronger partnerships between local businesses, government, and investors.

4. Informed Decision-Making: Provide potential investors with the information they need to make informed investment decisions.

1. Identify priority sectors in the region.
2. Define branding and collect content, regional highlights, demographic information etc.
3. Hire proper experts to complete these tools (i.e. consultants and graphic designers)
4. Publish and distribute on relevant websites, social media, and physical sites.
Investment Prospectuses
1. Hire proper experts to complete these tools
2. ldentify the opportunities/gaps in the business ecosystem
3. Complete compact business plans or investment prospectuses on these opportunities/gaps
4. Publish and distribute on relevant website, social media, and physical sites.

Development

Actions Required Champion Partners
1. Clearly define the objectives and goals of the inbound investment promotional tools. Smoky River All Regional
Sector Profiles Economic Municipalities
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CONSULTING

Inbound Investment 6-12 months

LEVEL OF RISK

Tactic: Identify Employment Ready Lands

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
1. Comprehensive Study: Conduct a detailed study of the region to identify all available lands that can be developed for employment
purposes.
2. External Expertise: Experts may need to be recruited from outside of the region.
3. Zoning and Regulations: Review zoning laws and regulations to ensure the identified lands comply with local, regional, and
national guidelines.

Expected Results (Why we are doing it?)
1. Detailed Inventory: A comprehensive inventory of lands that are ready for employment purposes, highlighting key attributes and
infrastructure.
2. Investment Attraction: Increased attractiveness of the region for investors and businesses looking for employment-ready sites.
3. Improved Infrastructure: Identification of necessary infrastructure improvements to support employment-ready lands.
4. Informed Future Decisions: With an inventory of available employment ready lands, investors and municipalities have more
information to make investment decisions.

Actions Required Champion Partners
1. Create necessary partnerships and hire necessary expertise. Smoky River All Regional
2. Establish clear criteria for what constitutes employment-ready lands, considering factors Economic Municipalities
such as location, size, infrastructure, and zoning. Development Local Private
3. Perform athorough study of the region to identify lands that meet the established Sector

criteria.

4. Assess the existing infrastructure and identify any gaps or improvements needed to
support employment uses.

5. Collaborate with local government, businesses, and community organizations to gather
input and validate the identified lands.

6. Create a detailed inventory of identified employment-ready lands, including maps,
descriptions, and infrastructure details.

7. Promote the inventory to potential investors and businesses through marketing
campaigns, websites, and investment forums.
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CONSULTING

Inbound Investment 18-24 months

LEVEL OF RISK
Tactic: Create promotional campaigns to target potential businesses 2 e

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
1. Leverage Previous Efforts: In the completion of this marketing and promotion plan there will be multiple efforts that can be leveraged
into the completion of these promotional campaigns.
2. Target Audience: Identify and understand the specific businesses and industries you want to attract with the promotional campaigns.
3. Message Clarity: Ensure the campaign messages clearly communicate the benefits and opportunities of relocating or expanding to the
region.
4. Channel Selection: Select the most effective channels to reach your target businesses, such as social media, trade publications,
industry events, and direct marketing.
Expected Results (Why we are doing it?)
1. Create Awareness: Raise awareness of the Smoky River Region among potential businesses and investors.
2. Create Leads: Generate leads by encouraging potential businesses to inquire about opportunities in the region.
3. Increased Business Interest: Attract more interest from potential businesses through compelling and informative promotional
campaigns.
4. Enhanced Visibility: Improve the region’s visibility and reputation as a prime location for business.

Actions Required Champion Partners

1. Clearly define the objectives and goals of the promotional campaigns. Smoky River All Regional

2. ldentify the specific businesses and industries you want to target with the campaigns. Economic Municipalities

3. Create key messages that highlight the region’s benefits and opportunities for businesses. Devizllﬁlgmsr;and )

4. Develop high-quality content, including videos, articles, case studies, and testimonials that Donﬂe”y Locsale;rc;\r/ate
showcase the region’s strengths.

5. Choose the most effective channels to reach your target businesses, such as social media, Local Designers
trade publications, industry events, and direct marketing.

6. Execute the promotional campaigns, ensuring consistent and compelling messaging across
all channels.

7. Continuously monitor the performance of the campaigns and gather feedback to make
necessary adjustments.
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CONSULTING

Secondary Tactics

Inbound Investment 18-24 months

. . . . . LEVEL OF RISK
Tactic: Conduct investment readiness study on the Smoky River Region

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)

1. Requires External Expertise: A study like this will require expertise from outside of the region to complete.

2. Current Economic Landscape: Understand the current economic landscape of the Smoky River Region, including key industries,
economic trends, and market conditions.

3. Stakeholder Engagement: Engage with local businesses, government entities, and community organizations to gather insights
and build support for the investment readiness study.

4. Regulatory and Policy Environment: Assess the regulatory and policy environment to identify potential barriers and incentives
for investment.

Expected Results (Why we are doing it?)

1. Detailed Assessment: A comprehensive assessment of the region’s investment readiness, highlighting strengths and areas
needing improvement.
Strategic Insights: Actionable insights and strategic recommendations to enhance the region’s appeal to investors.
Economic Growth: Attraction of new investments leading to economic development and job creation in the region.
Infrastructure Development: Identification of infrastructure improvements needed to support increased investment.
Collaborative Efforts: Strengthened collaboration between local businesses, government, and community organizations.

ANl N

Actions Required Champion Partners

1. Define scope, purpose, and objectives of study. Smoky River All Regional

2. Hire proper experts to consult study. Economic Municipalities
3. Work with experts to complete study. Development
4. Seekto implement study in the future.

Local Private
Sector
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CONSULTING

Inbound Investment 18-24 months

. " LEVEL OF RISK
Tactic: Create an Inventory of Investment Opportunities

Key Considerations and Risks (Potential challenges (financial, economic, social, political) in undertaking this objective)
1. Comprehensive Coverage: Ensure the inventory includes a wide range of investment opportunities across various sectors, such as real
estate, technology, tourism, agriculture, and manufacturing.
2. Data Accuracy: Collect accurate and up-to-date information to ensure the inventory is reliable and useful for potential investors.
3. Stakeholder Collaboration: Work closely with local businesses, government agencies, and community organizations to identify and
verify investment opportunities.
4. User-Friendly Format: Present the inventory in a user-friendly format, making it easy for investors to access and understand the
information.
Expected Results (Why we are doing it?)
1. Increased Investor Interest: Attract more potential investors by providing a clear and comprehensive inventory of investment
opportunities.
2. Economic Growth: Stimulate economic growth by facilitating investments in various sectors of the region.
3. Enhanced Visibility: Improve the region’s visibility and reputation as a prime location for investment.
4. Informed Decision-Making: Enable potential investors to make informed decisions based on reliable and detailed information.

Actions Required Champion

Partners
1. Create necessary partnerships and hire necessary expertise. Smoky River All Regional
2. Clearly define the objectives and scope of the investment opportunity inventory. Economic Municipalities
3. Gather detailed information on potential investment opportunities from various sources, Development and
including local businesses, government agencies, and community organizations. Village of Local Private
4. Verify the accuracy and reliability of the collected data through stakeholder consultations and Donnelly Sector

fact-checking.

5. Design a user-friendly format for presenting the inventory, such as a searchable online
database or a detailed report.

6. Publish the inventory and make it accessible to potential investors through multiple channels,
including websites, social media, and investment forums.

7. Promote the inventory to attract attention from investors, using marketing campaigns,
networking events, and partnerships with investment promotion agencies.
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